


1988 Subject Index 


ADVERTISING 

Fine-Tuning Your Recall Process, June, 59 

How Good Is Your Recall?, September, 108 

How To Cash In On The Specialty Contact Lens Market, 
October, 188 

Should You Advertise Your CL Practice?, December, 57 

Special Report: State Of Optometry, April, 37 


ASSOCIATE PRACTICE 

Alternatives To Private Practice, January, 54 

Junior-Senior Partnerships: One Way To Go For The New 
O.D., January, 63 


BUYING GROUPS 


Discount Programs: Boon Or Bane?, March, 27 


CO-MANAGEMENT 
Co-Management: Making It Work, March, 41 


COMPUTERS 

Answering Your Patients’ VDT Questions, September, 92 
Automating Medicare Claims Management, October, 48 
Blueprint For Success, March, 32 

Blueprint For Success—Part II, April, 58 


Computers: What Can They Really Do For Your Practice? April, 24 , 


CONSULTING 
Choosing Your ‘Experts’ Wisely, July, 64 


CONTACT LENSES 

Annual Income Survey: How Did You Fare In ’87?, July 81 

Contrast Sensitivity Builds Your Contact Lens Practice, 
January, 46 

Flex Wear Aims At Better Care, January, 39 

The Future Of Contact Lenses: How They’ll Shape Practice, 
February, 36 

Getting More Involved In Contact Lenses, October, 104 

How To Cash In On The Specialty Contact Lens Market, 
October, 118 

How To Hire Top-Notch CL Techs, June, 54 

Keeping Contact Lens Inventory On Track, July, 82 

Making RGP Lenses An Affirmative Part Of Practice, 
October, 43 

Managing The Disposable Lens Concept, March, 56 

Marketing Cosmetics In Your Practice, June, 64 

Marketing Tinted Contacts, November, 65 

Meeting The Soft Lens Challenge Of The ’90s, August, 101 

Repetition: Key To Fostering Contact Lens Compliance, July, 
42 

The Right Patients For Bifocal Contact Lenses, September, 75 

Taking On Torics, April, 52 

A Winning Combination, March, 62 


DEMONSTRATION 

Eye Dissection: A Public-Service Project To Build Your 
Practice, April, 64 

Demos Can Open Your Patients’ Eyes, July, 70 


DISPENSING 

Advice On Sunglasses, December, 72 

Answering Patients’ VDT Questions, September, 92 
‘Boxing System’ Determines Bifocal Positioning, March, 90 
Checking ‘Franklin’ Bifocals, April, 70 

A Final Eyewear Fitting Checklist, August, 111 

Guide Patients Towards Proper Frame Selection, July, 91 
Help Them Choose The Perfect Pair, September, 101 
How Does Your Practice Compare?, February, 84 

How Should You Charge For Remakes?, March, 85 

An Inside Look At Lens Coatings, August, 114 
Marketing Cosmetics In Your Practice, June, 64 


86 OPTOMETRIC MANAGEMENT / DECEMBER 1988 





Marketing Safety Eyewear, April, 70 

Multifocal Rx Orders: Removing The Hassle, May, 81 

Multiple Pair Dispensing—How To Do It, June, 75 

No More Naked Lenses, May, 77 

Polarizing Lenses Cure The Glaring Problem In Your 
Practice, February, 100 

Pricing Ophthalmic Frames, November, 101 

The Psychology Of A Balanced Board, October, 107 

Should You Dispense Off The Board, February, 97 

Special Report: State Of Optometry, April, 37 

Spring Cleaning For The Disperisary, May, 87 

The Successful Dispenser, December, 76 

A Technical View Of Sunglasses, June, 78 

Understanding High-Index Plastic Lenses, October, 107 

Keeping Up To Date With Photochromics, November, 96 


EQUIPMENT 
Lab Ordering With A Fax, August, 104 
1988-89 Instrumentation & Equipment Directory, August, 49 


FEDERAL TRADE COMMISSION 
Optometry & The Law: An Update, February, 64 
Special Report: State Of Optometry, April, 37 


FEES 

Annual Survey: How Do Your Fees Stack Up?, October, 25 

Codes, Fees & Scheduling: Putting The Pieces Together, 
September, 39 

Facing Up To Third Parties, April, 33 

How Does Your Practice Compare?, February, 84 

How Should You Charge For Remakes?, March, 85 

Keeping Your Office Expenses In Line, May, 29 

Managing The Disposable Lens Concept, March, 56 

Presenting The Contact Lens Fee, August, 43 

Seven Steps To Increase Your Optical Revenue, May, 92 

Training Staff To Collect Fees, April, 45 


FINANCIAL 

Annual Income Survey: How Did You Fare In ’87?, July, 31 

Blueprint For Success, March, 32 

Blueprint For Success—Part II, April, 58 

Bona Fide Business Deductions, September, 22 

Choosing Your ‘Experts’ Wisely, July, 64 

Collections: As Easy As 1-2-3, October, 85 

Computers: What Can They Really Do For Your Practice?, 
April, 24 

Current Ins And Outs Of Optometric Corporations, November, 
19 

Current Tax Issues Affecting You And Your Practice, 
January, 22 

Discount Programs: Boon Or Bane?, March, 27 

Figuring Out The Figures, April, 68 

Getting Over The Financial Hurdle, December, 80 

Goal Setting For 1989, December, 18 

How Does Your Practice Compare?, February, 84 

Key Tax Considerations For Family Members, October, 22 

Managing Your Practice’s Keogh Plan, February, 28 

New Method To Gauge Practice Worth, January, 70 

Nuts and Bolts On Lease Vs. Purchase, March, 16 

Optometric Staff: Your No. 1 Asset, August, 24 

Preventing Practice Embezzlement, July, 25 

Retirement Plan Investing In A Volatile Market, June, 27 

Special Report: State Of Optometry 1988, April, 37 

Tax Aspects Of Buying Or Selling A Practice, May, 23 

Tax Revenue Act Of 1987: How This New Law Affects You, 
April, 19 

Ten Ways To Fail In Practice, June, 36 

Training Staff To Collect Fees, April, 45 


FRAME FASHION 
Guide Patients Towards Proper Frame Selection, July, 91 








1988 Subject Index 


ADVERTISING 

Fine-Tuning Your Recall Process, June, 59 

How Good Is Your Recall?, September, 108 

How To Cash In On The Specialty Contact Lens Market, 
October, 188 

Should You Advertise Your CL Practice?, December, 57 

Special Report: State Of Optometry, April, 37 


ASSOCIATE PRACTICE 

Alternatives To Private Practice, January, 54 

Junior-Senior Partnerships: One Way To Go For The New 
O.D., January, 63 


BUYING GROUPS 


Discount Programs: Boon Or Bane?, March, 27 


CO-MANAGEMENT 
Co-Management: Making It Work, March, 41 


COMPUTERS 

Answering Your Patients’ VDT Questions, September, 92 
Automating Medicare Claims Management, October, 48 
Blueprint For Success, March, 32 

Blueprint For Success—Part II, April, 58 


Computers: What Can They Really Do For Your Practice? April, 24 , 


CONSULTING 
Choosing Your ‘Experts’ Wisely, July, 64 


CONTACT LENSES 

Annual Income Survey: How Did You Fare In ’87?, July 81 

Contrast Sensitivity Builds Your Contact Lens Practice, 
January, 46 

Flex Wear Aims At Better Care, January, 39 

The Future Of Contact Lenses: How They’ll Shape Practice, 
February, 36 

Getting More Involved In Contact Lenses, October, 104 

How To Cash In On The Specialty Contact Lens Market, 
October, 118 

How To Hire Top-Notch CL Techs, June, 54 

Keeping Contact Lens Inventory On Track, July, 82 

Making RGP Lenses An Affirmative Part Of Practice, 
October, 43 

Managing The Disposable Lens Concept, March, 56 

Marketing Cosmetics In Your Practice, June, 64 

Marketing Tinted Contacts, November, 65 

Meeting The Soft Lens Challenge Of The ’90s, August, 101 

Repetition: Key To Fostering Contact Lens Compliance, July, 
42 

The Right Patients For Bifocal Contact Lenses, September, 75 

Taking On Torics, April, 52 

A Winning Combination, March, 62 


DEMONSTRATION 

Eye Dissection: A Public-Service Project To Build Your 
Practice, April, 64 

Demos Can Open Your Patients’ Eyes, July, 70 


DISPENSING 

Advice On Sunglasses, December, 72 

Answering Patients’ VDT Questions, September, 92 
‘Boxing System’ Determines Bifocal Positioning, March, 90 
Checking ‘Franklin’ Bifocals, April, 70 

A Final Eyewear Fitting Checklist, August, 111 

Guide Patients Towards Proper Frame Selection, July, 91 
Help Them Choose The Perfect Pair, September, 101 
How Does Your Practice Compare?, February, 84 

How Should You Charge For Remakes?, March, 85 

An Inside Look At Lens Coatings, August, 114 
Marketing Cosmetics In Your Practice, June, 64 


86 OPTOMETRIC MANAGEMENT / DECEMBER 1988 





Marketing Safety Eyewear, April, 70 

Multifocal Rx Orders: Removing The Hassle, May, 81 

Multiple Pair Dispensing—How To Do It, June, 75 

No More Naked Lenses, May, 77 

Polarizing Lenses Cure The Glaring Problem In Your 
Practice, February, 100 

Pricing Ophthalmic Frames, November, 101 

The Psychology Of A Balanced Board, October, 107 

Should You Dispense Off The Board, February, 97 

Special Report: State Of Optometry, April, 37 

Spring Cleaning For The Disperisary, May, 87 

The Successful Dispenser, December, 76 

A Technical View Of Sunglasses, June, 78 

Understanding High-Index Plastic Lenses, October, 107 

Keeping Up To Date With Photochromics, November, 96 


EQUIPMENT 
Lab Ordering With A Fax, August, 104 
1988-89 Instrumentation & Equipment Directory, August, 49 


FEDERAL TRADE COMMISSION 
Optometry & The Law: An Update, February, 64 
Special Report: State Of Optometry, April, 37 


FEES 

Annual Survey: How Do Your Fees Stack Up?, October, 25 

Codes, Fees & Scheduling: Putting The Pieces Together, 
September, 39 

Facing Up To Third Parties, April, 33 

How Does Your Practice Compare?, February, 84 

How Should You Charge For Remakes?, March, 85 

Keeping Your Office Expenses In Line, May, 29 

Managing The Disposable Lens Concept, March, 56 

Presenting The Contact Lens Fee, August, 43 

Seven Steps To Increase Your Optical Revenue, May, 92 

Training Staff To Collect Fees, April, 45 


FINANCIAL 

Annual Income Survey: How Did You Fare In ’87?, July, 31 

Blueprint For Success, March, 32 

Blueprint For Success—Part II, April, 58 

Bona Fide Business Deductions, September, 22 

Choosing Your ‘Experts’ Wisely, July, 64 

Collections: As Easy As 1-2-3, October, 85 

Computers: What Can They Really Do For Your Practice?, 
April, 24 

Current Ins And Outs Of Optometric Corporations, November, 
19 

Current Tax Issues Affecting You And Your Practice, 
January, 22 

Discount Programs: Boon Or Bane?, March, 27 

Figuring Out The Figures, April, 68 

Getting Over The Financial Hurdle, December, 80 

Goal Setting For 1989, December, 18 

How Does Your Practice Compare?, February, 84 

Key Tax Considerations For Family Members, October, 22 

Managing Your Practice’s Keogh Plan, February, 28 

New Method To Gauge Practice Worth, January, 70 

Nuts and Bolts On Lease Vs. Purchase, March, 16 

Optometric Staff: Your No. 1 Asset, August, 24 

Preventing Practice Embezzlement, July, 25 

Retirement Plan Investing In A Volatile Market, June, 27 

Special Report: State Of Optometry 1988, April, 37 

Tax Aspects Of Buying Or Selling A Practice, May, 23 

Tax Revenue Act Of 1987: How This New Law Affects You, 
April, 19 

Ten Ways To Fail In Practice, June, 36 

Training Staff To Collect Fees, April, 45 


FRAME FASHION 
Guide Patients Towards Proper Frame Selection, July, 91 








1988 Subject Index 


Help Them Choose The Perfect Pair, September, 101 
Multiple Pair Dispensing—How To Do It, June, 75 


HUMOR 
Fatal Refraction, August, 123 
You Can’t Win ‘Em All, March, 126 


INSTRUMENTATION 

Blueprint For Success, March, 32 

Blueprint For Success—Part II, April, 58 

Marketing Your High-Tech Image, September, 69 

1988-89 Instrumentation & Equipment Directory, August, 49 


INSURANCE 

Could You Be The Target Of A Malpractice Suit?, June, 45 

Simple Forms Ease The Insurance Paperwork Burden, 
November, 32 


INTERPROFESSIONAL RELATIONS 

Becoming Active In Your Community, September, 88 

Bettering O.D.-M.D. Referral Relationships, December, 43 

Blueprint For Success, March, 32 

Blueprint For Success—Part II, April, 58 

Co-Management: Making It Work, March, 41 

Could You Be The Target Of A Malpractice Suite?, June, 45 

Getting The Most Out Of Conventions, January, 77 

Improve Productivity Through Regular Staff Meetings, June, 
85 

Managing Your Practice In Light Of TPAs, June, 30 

O.D.-M.D. Relations: Really Getting Better?, January, 27 

Special Report: State Of Optometry, April, 37 

Success In The Face Of Adversity, November, 23 


LEGAL 

Bona Fide Business Deductions, September, 22 

Child Abuse: The O.D.’s Role In Prevention, December, 31 
Choosing Your ‘Experts’ Wisely, July, 64 

Contracts For Contact Lens Patients, December, 48 

Could You Be The Target Of A Malpractice Suit?, June, 45 
How To Avoid Employee Theft, September, 62 

Nuts And Bolts On Lease Vs. Purchase, March, 16 
Optometry & The Law: An Update, February, 64 


MARKETING 

Computers: What Can They Really Do For Your Practice?, 
April, 24 

Contrast Sensitivity Builds Your Contact Lens Practice, 
January, 46 

Eye Dissection: A Public-Service Project To Build Your 
Practice, April, 64 

Fine-Tuning Your Recall Process, June, 59 

Flex Wear Aims At Better Care, January, 39 

How Good Is Your Recall?, September, 108 

How To Cash In On The Specialty Contact Lens Market, 
October, 118 

How To market CL Solutions, October, 99 

How To Target Promotional Mailings, July, 56 

How To Get Started In Sports Vision, September, 46 

Managing The Disposable Lens Concept, March, 56 

Marketing Cosmetics In Your Practice, June, 64 

Market To The Patient In Your Chair, December, 69 

Marketing Your High-Tech Image, September, 69 

Market Your Skills—Not The Contacts, May, 41 

More Public Relations For Less Than $150 A Month, April, 
81 

Mutliple Pair Dispensing—How To Do It, June, 75 

Newsletters: Where To Get Them, How To Use Them, 
August, 81 

Rx For Success, February 86 

Public Relations For Less Than $150 A Month, March, 102 

Seven Steps To Increase Your Optical Revenue, May, 92 





Should You Advertise Your C.L. Practice?, December, 61 

Taking On Torics, April, 52 

10 Ways To Fail In Practice, June, 36 

Tinted Contacts: A Catalyst For Practice Growth, November, 
65 

Vision Therapy Expands The Scope Of Your Practice, July, 
47 

A Winning Combination, March, 62 

Your ‘Welcome’ Form: A Self-Designed Marketing Tool, 
May, 62 


MEDICARE 

Are You Making These Medicare Reimbursement Mistakes?, 
August, 29 

Automating Medicare Claims Management, October, 48 

Codes, Fees & Scheduling: Putting The Pieces Together, 
September, 39 

Getting Involved In Medicare: How To Do It, September, 29 

Marketing To The 65 + Age Group, October, 59 


OFFICE 

Equipment Time Is All The Time, March, 82 

Forms That Organize Your Office, January, 89 

How To Improve Your Office Without Spending A Fortune, 
November, 43 

Improve Productivity Through Regular Staff Meetings, June, 
85 

Managing The Marriage In Your Practice, March, 70 

More Forms That Organize Your Office, February, 116 

Optometric Staff: Your No. 1 Asset, August, 24 

Protect Your Office From Burglary, December, 23 


PARTNERSHIP PRACTICE 

Alternatives To Private Practice, January, 54 

How To Lose A Partner, November, 57 

Junior-Senior Partnerships: One Way To Go For The New 
O.D., January, 63 

Key Tax Considerations For Family Members, October, 22 

Managing The Marriage In Your Practice, March, 70 


PATIENT RELATIONS 

Answering Patients’ VDT Questions, September, 92 

Blueprint For Success, March, 32 

Blueprint For Success—Part II, April, 58 

Dealing With Patient Complaints, Remakes, February, 94 

Demos Can Open Your Patients’ Eyes, July, 70 

Forms That Organize Your Practice, January, 89 

Managing The Hearing Impaired, October, 67 

Market To The Patient In Your Chair, December, 69 

Marketing To the 65 + Age Group, October, 59 

More Forms That Organize Your Office, February, 116 

Newsletters: Where To Get Them, How To Use Them, 
August, 81 

Rx For Success, February, 86 

The Right Patients For Bifocal Contact Lenses, September, 75 

What Do You Say After You Say ‘Hello’?, February, 72 

A Winning Combination, March, 62 


PERSONNEL RELATIONS 

Are You A ‘10’ In Communications And Management 
Skills?—Part I: Test For Doctors, July, 98 

Are You A ‘10’ In Communications And Management 
Skills?—Part II: Test For Assistants, August, 121 

Conducting Regular Staff Meetings, August, 109 

How To Hire Top-Notch CL Techs, June, 54 

How To Prevent Employee Theft, September, 62 

Improve Productivity Through Regular Staff Meetings, June, 85 

Making Your New Staffer Part Of The Team, June, 70 

Managing The Marriage In Your Practice, March, 70 


OPTOMETRIC MANAGEMENT / DECEMBER 1988 87 








1988 Subject Index 


Optometric Staff: Your No. 1 Asset, August, 24 

Preventing Practice Embezzlement, July, 25 

The Six Most Critical Mistakes In Personnel Management— 
And How To Avoid Them: Mistake #1, January, 69 

The Six Most Critical Mistakes In Personnel Management— 
And How To Avoid Them: Mistake #2, February, 82 

The Six Most Critical Mistakes In Personnel Management— 
And How To Avoid Them: Mistake #3, March, 64 

The Six Most Critical Mistakes In Personnel Managment— 
And How To Avoid Them: Mistake #4, May, 58 

The Six Most Critical Mistakes In Personnel Management— 
And How To Avoid Them: Mistake #5, July, 77 

The Six Most Critical Mistakes In Personnel Management— 
And How To Avoid Them: Mistake #6, September, 85 

Training Staff To Collect Fees, April, 45 

What Do You Say After You Say ‘Hello’?, February, 72 

Writing An Office Policy Manual, July, 84 


PRACTICE MANAGEMENT 

Alternatives To Private Practice, January, 54 

Are You A ‘10’ In Communications And Management 
Skills?—Part I: Test For Doctors, July, 98 

Are You A ‘10’ In Communications And Management 
Skills?—Part II: Test For Assistants, August, 121 

Blueprint For Success, March, 32 

Blueprint For Success—Part II, April, 58 

Choosing Your ‘Experts’ Wisely, July, 64 

Computers: What Can They Really Do For Your Practice?, 
April, 24 

Conducting Regular Staff Meetings, August, 109 

Contrast Sensitivity Builds Your Contact Lens Practice, 
January, 46 

Dealing With Patient Complaints, Remakes, February, 94 

Figuring Out The Figures, April, 68 

Forms That Organize Your Office, January, 89 

The Future Of Contact Lenses: How They’ll Shape Practice, 
February, 36 

How Does Your Practice Compare?, February, 84 

Improve Productivity Through Regular Staff Meetings, June, 85 

In-Office Patient Pleasers, December, 12 

Junior-Senior Partnerships: One Way To Go For The New 
O.D., January, 63 

Managing Your Practice In Light Of TPAs, June, 30 

Ten Ways To Fail In Practice, June, 36 

The Future Of Contact Lenses & How They’ll Shape Practice, 
February, 36 

Making Your New Staffer Part Of The Team, June, 70 

Managing Your Practice In Light Of TPAs, June, 30 

More Forms That Organize Your Office, February, 116 

New Method To Gauge Practice Worth, January, 70 

Optometric Staff: Your No. 1 Asset, August, 24 

Rx For Success, February, 86 

The Six Most Critical Mistakes In Personnel Management— 
And How To Avoid Them: Mistakes #1, January, 69 

The Six Most Critical Mistakes In Personnel Management— 
And How To Avoid Them: Mistake #2, February, 82 

Special Report: State Of Optometry, April, 37 

10 Ways To Fail In Practice, June, 36 

What Do You Say After You Say ‘Hello’?, February, 72 

Writing An Office Policy Manual, July, 84 


PROMOTION 

“Extended Benefits’ Keep Patients Coming Back, August, 97 

Eye Dissection: A Public-Service Project To Build Your 
Practice, April, 64 

Fine-Tuning Your Recall Process, June, 54 

How To Cash In On The Specialty Contact Lens Market, 
October, 118 

How To Market CL Solutions, October, 99 

How To Promote Your Professional Image, May, 56 

How To Target Promotional Mailings, July, 56 

Managing The Disposable Lens Concept, March, 56 


88 OPTOMETRIC MANAGEMENT / DECEMBER 1988 








Marketing Your High-Tech Image, September, 69 

More Public Relations For Less Than $150 A Month, April, 82 

Newsletters: Where To Get Them, How To Use Them, 
August, 81 

Public Relations For Less Than $150 A Month, March, 102 

A Public Service To Build Your Practice, April, 64 

Seven Steps To Increase Your Optical Revenue, May, 92 

Should You Advertise Your CL Practice?, December, 61 

Unmask Phantom Callers With The Care Package ‘Three- 
Step’, November, 83 


RECORDS | 

Bona Fide Business Deductions, September, 22 

Collections: As Easy As 1-2-3, October, 85 

Contracts For Contact Lens Patients, December, 48 

Figuring Out The Figures, April, 68 

Forms That Organize Your Office, January, 89 

How To Control Your Inventory, May, 72 

More Forms That Organize Your Office, February, 116 

Preventing Practice Embezzlement, July, 25 

Your ‘Welcome’ Form: A Self-Designed Marketing Tool, 
May, 62 


SPECTACLE LENSES 

Advice On Sunglasses, December, 74 

Answers To Your Questions About Progressive Lenses, 
October, 81 

Checking ‘Franklin’ Bifocals, April, 70 

Help Them Choose The Perfect Pair, September, 101 

How Does Your Practice Compare?, February, 84 

How Should You Charge For Remakes?, March, 85 

Is Your Practice ‘Progressive’?, October, 74 

Lens Options Can Set You Apart, August, 89 

Marketing Safety Eyewear, April, 70 

No More Naked Lenses, May, 77 

Polarizing Lenses Cure The Glaring Problem In Your 
Practice, February, 100 

Special Report: State Of Optometry, April, 37 

A Technical View Of Dispensing, June, 78 


SPORTS VISION 
How To Get Started In Sports Vision, September, 46 


TAXES 

Bona Fide Business Deductions, September, 22 

Current Tax Issues Affecting You And Your Practice, 
January, 22 

Figuring Out The Figures, April, 68 

Key Tax Considerations For Family Members, October, 22 

Tax Aspects Of Buying Or Seliing A Practice, May, 23 

Tax Revenue Act Of 1987: How This New Law Affects You, 
April, 19 


THIRD-PARTY PROGRAMS 

Alternatives To Private Practice, January, 54 

Blueprint For Success, March, 32 

Blueprint For Success—Part II, April, 58 

Codes, Fees & Scheduling: Putting The Pieces Together, 
September, 39 

Discount Programs: Boon Or Bane?, March, 27 

Facing Up To Third Parties, April, 33 A 

Getting Involved In Medicare: How To Do It, September, 29 

O.D.-M.D. Relations: Really Getting Better?, January, 27 

Special Report: State Of Optometry, April, 37 

Strategies For Participating In Third-Party Plans, May, 46 


TPAs 
In-Office TPA Dispensing: Five Questions To Ask, May, 68 
Managing Your Practice In Light Of TPAs, June, 30 


VISION THERAPY 
Vision Therapy Expands The Scope Of Your Practice, July, 47 











